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Early June Passenger Car 


Sales Make Good Showing 
Compared With June, 1931 


Eight States and the District of Columbia Only 25 Per 
Cent. Off in Sales Total Under 1931; 
Ford Sales Big Factor 


Detroit, July 12.—With the release by R. L. Polk & Co. 
of June sales figures for passenger cars in eight states and 
the District of Columbia, we begin to get a fair picture of 
what the sixth month is going to show in the crucial test of 


cars actually placed in owners’ hands. 


The total sales of 


passenger cars in these eight states and the District amount 
to 20,771 units, which compares very favorably with the 


27,634 sold in the same territory in June, 1931. 


It also com- 


pares with 19,202 passenger cars sold in the month of May 


this year. 

This is the best showing made this 
year on a comparative basis with the 
same month of 1931. On the returns 


cere 


from these eight states and the Dis- 


trice, June, 1932, is running less than 
25 per cent. under the same month a 
year ago. The growing importance 
of Ford sales accounts for this, of 


course. It also accounts for the fact 
that June is running ahead of May, 
reversing the ordinary course of 
events. 

If this ratio of sales to last year’s 
activity holds for the entire country, 
we will find June showing a total 
of about 151,000 passenger cars. 

In the returns to date, the Chrys- 
ler group makes a good showing, due 
to the large increase in Plymouth 
sales over last year. The group as 
a whole shows 3,553 passenger car 
sales in these eight states and the 
District, against 2,688 sales in the 
same territory last year. Plymouth 
has 2,290 sales to its credit, com- 
pared with 576 in June, 1931. 

The Studebaker group also makes 
a very good showing, having regis- 
tered 660 sales, against 665 in June 
of last year. In this case Rockne 
has been instrumental in bringing 
up the sale total. 

From these early figures it is evi- 
dent that the sales picture f . the 
next month or so should improve, 
and it is not outside possibility that 
within the next few months it will 
catch and pass the records for simi- 
lar months in 1931. 


FIRESTONE SEES UP 
TREND IN AUTOMOBILE 
INDUSTRY FOR 1933 


Boston, July 12.—Political uncer- 
tainty, biennially in greater or lesser 
degree a deterrent to forward-look- 
ing business planning, and intensi- 
fied in presidential years, is now the 
chief deterrent to better trade con- 
ditions in this country, Harvey S. 
Firestone, the tire manufacturer, 
said here yesterday. 

Mr. Firestone and his son, Leon- 
ard, were in Boston in the course of 
a trip combining business and 
pleasure. 

Regarcing the tire trade, Mr. 
Firestone said that manufacturers 
are producing largely for the re- 
placement business. Although the 
manufacture of new cars is below 
the usual mark, and so is not de- 
manding as much of the facilities of 
the tire makers as usual, people are 
continuing to drive extensively and 
there is a large demand for replace- 
ment tires, he said. Next year, Mr. 
Firestone believes, the automobile 
industry will have a turn for the 
better, along with all other indus- 
tries. 


INTERSTATE TRUCK 
BUS BILL DOOMED 
FOR PRESENT YEAR 


Washington, July 12.—Failure of 
members of the Senate Committee 
on Interstate Commerce to agree bas 
resulted in a deadlock which spells 
doom for any attempt at legislation 
at this session of Congress providing 
Federal regulation of interstate mo- 
tor trucks and buses. 

The committee held earings ex- 
tending over several weeks and rep- 
resentatives of automotive, bus, truck 
and other industries and the rail- 
roads gave much testimony. Senator 
James Couzens of Michigan, chair- 
man of the committee, introduced a 
bill, but the committee could not 
agree on it. 

The Interstate Commerce Commis- 
sion has recommended several times 
enactment of legislation which will 
place trucks and buses under its jur- 
isdiction, though admitting their 
regulation will prove a stupendous 
task. Nevertheless, the commission 
contends, some regulatory legislation 
should be provided before the rail- 
roads are completely lost. 

In the closing days of the session 
Chairman Sam Rayburn of the 
House Interstate and Foreign Com- 
merce Committee introduced a bill 
providing for government regulation 
of trucks and buses. He admitted 
the bill was being introduced at this 
time only “for educational purposes,” 
but he hopes for passage at the next 
session. The bill is similar in many 
respects to the Couzens bill and is 


(Continued on Page 2) 


DODGE DELIVERIES 
IN JUNE AHEAD OF 
LAST YEAR BY 20.9% 


Detroit, July 12.—Figures - just 
compiled by Dodge Brothers Cor- 
poration, covering the first five 
months this year, show that, in the 
number of passenger cars and trucks 
sold at retail in the United States, 


Dodge dealers also selling Plymouths 
occupied third place in the industry, 
according to a statement authorized 
today by A. van Der Zee, general 
sales manager. 

The figures further show that de- 
liveries of passenger cars and trucks 
by Dodge dealers during June, 1932, 
exceeded deliveries during the same 
month last year by 20.9 per cent. 
Overall deliveries during the ten- 
week period from April 24 to July 2 
were also above last year’s figures 
by 8.2 per cent. 


NEW YORK, WEDNESDAY, JULY 13, 1932 


A. D. N. Awards $100 Letter 
Prize to June Contest Winner 


ee 


CHEVROLET DEALER 
SALES IN JUNE WERE 
43,397 VEHICLES 


5 Cents. $12 Per Year. 


Winner for Month; July Contest 
Now On 


New York, July th iba Dow, sales manager of FE. 


B. Hodges Motor Sales Co., 


Pontiac dealer at Pontiac, Mich., 


Detroit, July 12.—Chevrolet deal-| has been awarded the monthly prize of $100 for td June 
ers reported the sale of 43,397 new period in Automotive tive Daily News’ great letter contest. 


ears and trucks in June, says a 
statement issued today by Presi- 
dent Knudsen. The figure exceeded 
by 10,000 units domestic production 
for the month, 
per cent, of the reported sales for 
May. 

President Knudsen cited figures 
by ten-day periods to show the ef- 
fect of the new Federal tax on sales 
|for the month, In the first ten 
days, dealers reported 12,486 units 


sold: in the second ten days, 13,544, 
and in the last ten days, when the 
new tax was in effect, 12,367. Nor- 
ally the last period of the month 
is the largest. 

All sections of the country showed 
a favorable comparison in the last 
ten days with the first ten days of 
the month, 


HARMONIOUS HORNS 
URGED AT CONGRESS 
OF ELECTRICAL GROUP 


Paris, July 12.—Automobile horns 
devised with the proper attention to 
the laws of harmonics were urged 
at the International Electrical Con- 
gress here yesterday as one means 
of reducing disagreeable noises. 

The speaker was J. F. Cellerier, 
French savant, who told noise sup- 
pression experts what had been done 
on the problem in the United States, 
France and Germany. 

He said it was not the volume of 
automobile horns that made them 
jar upon one’s sensibilities, but the 
quality. The human ear, he said, 
was not an exact instrument and 
the only way in which the effect of 
sounds upon it could be studied was 
through persons. He described a 
lamp having three electrodes that 
had been used in France to study 
noises and measure their intensi- 
ties. 


GEORGE HALE, FORD 
MONTREAL PLANT SUPT., 
IS REPORTED MISSING 


Montreal, July 12.— Seaplane, 
bloodhounds and a posse composed 
of residents of L’Ascension, Que., 
are seeking George S. Hale, general 
superintendent of the Montreal 
plant of the Ford Motor Company, 
Canada, who has been missing since 
10 o’clock Sunday morning. 

Hale, with a companion and guide, 
was trout fishing in the vicinity of 
L’Ascension when missed. It is 
thought he has gone higher up 
Rouge River, as his car was found 
not far away and there was no 
trace of his fishing rod. Bonfires 
flared all night without results, in 
the hope of attracting the notice 
of the missing man. 

M. H. Holden and A. S. Parker, 
employees of the Ford Motor Com- 
pany, Canada, Montreal plant, left 
by car this morning to co-operate 
in the search. 


and was within 10) 


‘STORE DOOR SYSTEM 
IS ADOPTED BY ROADS 
IN NEW YORK AREA 


New York, July 12.—Inauguration 
of a store door delivery system in 
the metropolitan area by all the im- 
portant railroads serving the district 
was announced yesterday by D. T. 
Lawrence, vice-chairmax of the 
Traffic Executive Association, East- 
ern Territory. 

The announcement was made at a 
joint..conference of representatives 
of the leading shippers’ organiza- 


tions and carrier executives in the 
Pennsylvania Station. The rail- 
roads expect to make the plan oper- 
ative by September 31, 1932. 

The new rates apply to carload 
non-perishable traffic shipments 
throughout the district. Shippers 
present at the conference, inter- 
viewed after the meeting by a 
Journal of Commerce representative, 
indicated that the real test of the 
new arrangement will be the ability 
of the shippers to save money. If 
the new rates do not accomplish the 
objective, they said the service will 
not be widely used. 

A plea for the use of present 
motor truck facilities to avoid wip- 
ing out existing investment of truck 
owners and jobs for their drivers 
was made at the conference by F. 
O. Nelson, representing the Mer- 
chant Truckmen’s Bureau of New 
York and a former president of that 
organization. Mr. Nelson maintained 
that a _ satisfactory arrangement 
could be made with present truck 
owners whereby the shipper will be 
able to choose his own trucking 
concern in making use of the new 
service, but the cost will be added 


GLENN A. TISDALE, 
FORMER FRANKLIN 
N. Y. HEAD, IS DEAD 


New York, July 12.—Glenn A. 
Tisdale, former president of the 
Automobile Dealers’ Association of 
New York and of the Franklin Motor 
Car Company of New York, died 
Sunday at Cortland, N. Y. Funeral 
services will be held at the Beard 
Memorial Home, Cortland, today at 
11 A. M. 

Mr. Tisdale’s home was at 611 
West 158th Street, this city. He was 
chosen head of the Automobile Deal- 
ers’ Association in 1922, succeeding 
Walter A. Woods. Besides being 
well known in the automobile field, 
he was formerly president of the 
Rotary Club of New York. 

He is survived by a widow, Kate 
L.; a son, Glenn W., and three 
daughters, Dorris H. Tisdale, Mrs. 
Edwin Cook and Mrs. T. Frank 
Moore. 


In order to bring expert opinion 
to bear on these letters telling how 
dealers are managing to achieve 
success in this difficult year, Auto- 
motive Daily News is asking well 
known sales executives to help in 
judging the monthly contests. Roy 
Faulkner, vice-president in charge 
of sales for Studebaker, and N. A. 
Beardsley, general sales manager of 
Willys-Overland, were kind enough 
to give us their help in judging the 
June letters. These gentlemen and 
the editor of Automotive Daily News 
each compiled lists of those who 
they felt should have the prize. Mr. 
Dow caught the eyes of two out of 
three as the June winner, and Auto- 
motive Daily News takes pleasure in 
reproducing his prize winning letter 
again as proof positive that the 
jury madé no mistake. 

The July contest is now on and we 
urge our readers, whether regular or 
casual, to send in letters according 
to the terms of the competition. Sit 
down and do it now. You have a 
chance at the $100 prize to be an- 
nounced as early next month as 
possible and also you can win $5 
for the best letter received on any 
given day. 

Do you want $100? Write us a 
letter and you may win it. BUT do 
it now, don’t wait. That $100 bill is 
waiting for a claimant. See Page 3 
for reproduction of June’s $100 prize 
letter, 


MISSOURI TRUCK 
GROUP FORMED 


St, Louis, July 12.—A new associa- 
tion to be known as the Truck Club 
of Missouri has been formed here by 
officials of the Missouri Freight Car- 
riers’ Association, the Truckman’s 
Protective Association and the Mis- 
souri Truckman’s Association. 

The primary object of the new 
body is to encourage the enactment 
of legislation that will be fair and 
equitable to all and will cover all 
parts of the state. 

“Regulations as to length and 
trailers,” C. F. Weilbacher, chairman 
of the organization, said “have had 
a devastating effect on our business. 
Some states have recently become so 
drastic in their legislation regulat- 
ing the operation of trucks as to 
become prohibiting.” 

The new association includes in its 
membership the owners, operators 
and employees of truck companies 
and terminals as well as private 
owners of equipment, Clyde G. Daly, 
president of Southern Terminal 
Company, is secretary of the asso- 
ciation, and C. H. Vincent of Service 
Lines is treasurer. 


GAS COLLECTIONS DOWN 

Des Moines, Ia., July 12.—May gas- 
oline tax collections in Iowa de- 
clined $255,956 from similar period 
in 1931, according to report of Ray 
Johnson, state treasurer, who re- 
ported $888,907 revenue in May. Of 
the fund collected $428,302.48 was 
assigned the primary road fund, 
$196,604,97 refund and administra- 
tion, and $264,000 secondary road 
funds. 
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INTERSTATE TRUCK 
BUS BILL DOOMED 
FOR PRESENT YEAR 


(Continued from Page 1) 
designed to carry out the recommen- 
dations of the commission, 

Certificates of public convenience 


and necessity are required for com- | 


mon carrier motor vehicles, but con- 
tract carriers are required only to 
take out permits, largely to develop 


information upon which more defin- 
ite regulatory legislation may be 
based. 

The commission is given plenary 
power over common ¢arrier motor 
vehicles, It is authorized to pre- 
scribe rates and establish reasonable 
requirements for transportation of 
baggage, comfort of passengers, 
pick-up and delivery points and 
other service matters. It also is 
given power to prescribe accounting 
methods to be used by the carriers. 

Common carriers and contract 
carriers are required under the bill 
to maintain insurance for protec- 
tion of the public and to file such 
reports as the commission may re- 
quest. Operations of private carriers 
of passengers over fixed routes may 
be regulated to the extent necessary 
to prevent interference with com- 
mon carriers of passengers by motor 
vehicles 


The bill makes no provision for | 


Federal regulation with respect to 
the safety of operation and equip- 
ment of motor vehicles, but does 
give the commission power to super. 
vise working hours of drivers of 
common carrier motor vehicles, who 
are not permitted to work longer 
than eight hours consecutively and 
must be given at least eight hours’ 
rest after an eight-hour turn. The 
provision is lifted, however, by ac- 
cidents or other delays not caused 
by the transportation company, and 
it does not apply to wrecking crews. 

The commission is empowered to 
entertain written complaints alleg- 
ing violation of any section of the 
law and to hold hearings and issue 
orders. The joint-board proposal 
carried in the Couzens bill also is 
in the Rayburn bill, the boards to 
be formed, at the commission's dis- 


cretion, when not more than three 


states are affected. 


Common carriers are required to} 


file with the commission and keep 
a file of tariffs for public inspec- 
tion, the tariffs to set forth their 
charges. They likewise are required 
to abide by published rates and to 
give thirty days’ notice of proposed 
changes. 

In introducing the bill Represen- 
tative Rayburn said: 

“It is not my purpose to have it 
considered by the committee, 


al purposes, so that all parties in- 
terested may have an opportunity to 
study the bill and be prepared to 
submit their findings at the next 
session of Congress, when it is hoped 
that the bill may be considered and 
reported favorably to the House.” 

Undoubtedly hearings will be held 
on the measure by the committee 
of which Mr. Rayburn is chairman 
before any action is taken. 


TWO BUICK DEALERS 


NAMED IN ST. LOUIS 


St. Louis, July 12.—Announcement 
was made here of the appointment 
of two Buick dealers to handle the 
Pontiac line of automobiles in addi- 
tion to Buick by H. A. Trevellyan, 
zone manager for the Buick-Olds- 
Pontiac Sales Company. 

The West Side Buick Auto Com- 
pany, for thirteen years a dealer in 
Buicks, now has a complete line of 
Pontiacs, as has the South Side 
Buick Auto Company. 


CAROLINA, TENNESSEE 


SETTLE TRUCK FIGHT | 


Raleigh, N. C., July 12.—Chair- 
man E. B. Jeffress of the State 
Highway Commission says that 


North Carolina and Tennessee have 


settled their dispute over truck tag | 


reciprocity. 

Tennessee trucks, it was said, may 
enter North Carolina without a Tar 
Hee! license to haul produce of the 
owner and to haul purchases made 
in this state and vice versa. 

There has been no friction made 
over car license reciprocity, accord- 
ing to. Chairman Jeffress, 


FINANCIAL NEWS 


PRICE INDEX. 
Washington, July 
three consecutive weekly gains, the 
wholesale price index of the Na- 
tional Fertilizer Association showed 
the largest gain for any week dur- 
jing the present year. The 
|} index number is 61.5, an advance of 
'8 fractional points over the index 
number for the preceding week. and 
ja gain of 19 points over the record 
point of 59.6 shown on June 11. 
(The index number 100 is based on 
{the average for the three 
1926-1928.) 


MOTOR PRODUCTS 

New York, July 12.—Motor Prod- 
ucts reports for the quarter ended 
June 30 net profit of $55,493 after 
taxes, depreciation, etc., equivalent 
to 29 cents a share on 191,285 no 
par shares of common stock. This 
compares with net loss of $179,526 
in the preceding quarter and net 
profit of $164,434, equal to 84 cents 
a common share in the June quar- 
ter of 1931. For six months ended 
June 30 net loss after depreciation, 
taxes, etc., was $124,033. This com- 
pares with net profit of $257,121, 





equal to $1.31 a share on 195,699 
common shares, in the initial six 
months of 1931. 
U. S. STAMPING 
Moundsville, W. Va., July 12.— 
|Full resumption of operations at 


the United States Stamping Com- 
pany enamel works here next Mon- 
| day was announced today by F. S. 
Earnshaw, plant manager. Some 
departments will resume late this 
wéek. The plant has been operating 
on a part-time basis for several 
months, 


UNION OIL 
New York, July 12.—Union Oil 
Associates has declared a quarterly 
dividend of 25 cents a share on the 
$25 par common stock, payable Au- 
gust 10 to holders of record July 18. 
It paid 35 cents May 10. 


LEAD PRICES 
York, July 12.—American 


New 





posted a further reduction in lead 
prices yesterday of 10 points, mak- 
ing a quotation of 2.70 cents a 
pound, a new low. 


TUNG-SOL. LAMP 


New York, July 12.—Tung-Sol 


| Lamp Works, Inc., has omitted the} 


ldividend on the no par common 
|stock on which the company paid 
125 cents May 2 


‘MOTOR CARRIERS LOSE 
FIGHT AGAINST RULE 
MADE IN MACON, GA. 


| Macon, Ga., July 12.—Judge Louis 
| L. Brown has ruled that a recent or- 


but | 
for what might be called education- | 


| dinance of the city of Macon which | de 


'levies a charge against motor car- 
| riers for the use of the paved streets 
|in the city was constitutional. 

The city, it was held by 
Macon circuit judge, is entitled to a 
renumeration for the use of its 
streets, and an ordinance levying 
such a charge conflicted in no way 
with the state motor common Car- 
riers’ act of 1931, enforced through 
the Georgia Public Service 
mission, 

Judge Brown, therefore, dismissed 
}a petition for the injunction brought 


| by the V. C. Ellington Company of | 


| Atlanta, which sought an exemption 
|on the claim that it is a private car- 

rier and not subject to the charges 
| provided in the ordinance. 
| The ordinance provides for the 


|collection from motor carriers of 


i} from 2% cents to 10 cents per mile, | 


based on weight. 


ROAD BUILDING OPENS 
MOTOR VEHICLE NEW 
MARKET IN ARABIA 


Washington, July 12—A market 
for several hundred automobiles 
|should open up with the completion 
of three highways in Arabia, two of 
which are already under construc- 
tion, according to a Department of 
Commerce statement. 

A proposed road across the penin- | 
sula would be the means of trans- 
porting thousands of Moslem pil- 


12.—Following | 


latest | 


years | 


Smelting and Refining Company | 


the! ness would not be disrupted. 


Com- 





| 





}to 29,999 pounds; 


STORE DOOR SYSTEM 
IS ADOPTED BY ROADS 
IN NEW YORK AREA 


(Continued from Page 1) 
to his railroad bill at the scheduled 
rates. 
It was also pointed out that much 


|of the freight which now crosses the 


harbor through the floating of 
freight cars can be picked up by 
trucks at the Jersey freight termi- 
nals and delivered to its destina- 


tion. The savings thus effected 
could be shared with the truck 
owners. 


The statement issued by the car- 
riers serving the Metropolitan area 
reads as follows: 

“Following their further study of 
the question of direct collection and 
delivery service at points in the New 
York Metropolitan district, the car- 
riers expect to make such arrange- 
ments operative on September 15, 
1932, as to carload nonperishable 
traffic from and to points in the 
boroughs of Manhattan, Bronx, 
Brooklyn and Queens, and points in 


New Jersey in the New York Metro- | 


politan district which may be rough- 
ly described as stations in the New 
York suburban area taking New York 


jrates under decision of the Inter- 


State Commerce Commission in 
Docket No. 15879 (Eastern Class 
Rate Case) on traffic to and from 


points beyond a distance of 100 | 


miles. 

“The agencies to be employed for 
this service will be the subject of 
later announcement. 

“The basic charges which it is ex- 
pected will be published to apply in 


j}addition to the New York rates are 


6 cents per 100 pounds when the 
consolidated freight classification 
minimum is 36,000 pounds and over 


| per carload; 7 cents per 100 pounds 


when the minimum is 30,000 to 
35,999 pounds; 10 cents per 100 
pounds when the minimum is 24,000 
14 cents per 100 
pounds when the minimum is 20,000 
to 23,999 pounds; 16 cents per 100 
pounds when the minimum is 18,000 
to 19,999 pounds; 18 cents per 100 
pounds when the minimum is 14,000 
to 17,999 pounds, and 20 cents per 
100 pounds when the minimum is 
10,000 to 13,999 pounds. 

“In the interest of uniformity a 
single agency tariff will be pub- 
lished for account of all New York 
roads. 


“The matter of effecting 


| lection and delivery of less carload 


| 
| 











grims who now go to Mecca and 
Medina by sea, it was pointed out. 
The two roads under construction 
are in the Yemen, which now has 
only ten autos, but offers a poten- 
tial market for hundreds. 


shipments is under active investiga- 
tion with a view to making such ar- 
rangements effective at the earliest 
possible date.” 

Various concerns which would be 
adversely affected by some of the 
changes which the new store door 
livery system may necessitate 
were represented at the meeting 
and sought assurances from 


New York Dock Railways, which 


owns freight car yards in the Bush | 


Terminal] district of Brooklyn, was 
assured through their representa- 


tive that their facilities would con- | 


tinue in use. 

Numerous questions came up for 
consideration during the 
ence, but Mr. Lawrence stated that 


since many of the details remain to | 
be worked out no final answer can | 
be given to many of them at this | 


time. He pointed out that the pre- 
liminary schedules must be consid- 


| ered as experimental in nature, and 
subject to revision as the results of | 
actual operation of the new system | 


shows that changes are necessary. 


Whether the railroads will decide | 


to make use of some of the idle 
equipment of the Railway Express 
Agency in adopting the plan, or co- 


| operate with present truck owners | 
through the Merchant Truckmen’s | 


Bureau, has not yet been decided 
by the carriers. It is pointed out in 
shippers’ circles, however, that a 
great deal of cutthroat competition 
may be avoided through use of 
trucks now serving the metropoli- 
tan area. 


M’PHEE JOINS SIMMONS 

Cleveland, July 12.—Al]l Simmons 
jobbers in ‘*owa, Minnesota, North 
Dakota, South Dakota, Wisconsin 
and Illinois (except Chicago) will be 
interested in the appointment of C. 
D. McPhee as direct factory repre- 
sentative by the Simmons Manufac- 
turing Company, Cleveland, O, 


corre- | 
! 
sponding arrangements for the col- | 


Mr. | 
Lawrence that their present busi- | 
The | 


confer- | 
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Turns Copy-Cat 















We Live and Learn 


Chris Sinsabaugh—Detroit Editor 





AL EARHART, the first woman to fly the Atlantic, 
is going to play a most important part in the launching 
of the new Essex next week. She has consented to christen 
| the new job and will be in Detroit for the debut on Thurs- 
day, June 21, 

It’s all part of the big program which has been arranged 
for that day. The christening will precede the driveaway, 
which should be one of the most stupendous affairs of the 
sort Detroit ever has known. More than 2,000 of the new 
Essexes will be driven away by distributors from forty dif- 
ferent states. The city fathers will permit a parade through 
the downtown streets, and banners welcoming the dealers 
will fly from every vantage point in the business section. 

+. ~ * 

THE APPEAL CONTESTS with prize awards has for 
| the public is taken advantage of by one Detroit car-washing 
station, which has a sign up advising that every tenth car 
to come in for a wash will be cleaned free of charge. That’s 
only one of the methods used to drum up trade in this man’s 
| town, and they tell me it helps a lot. 

j * ” - 

WHEN I TOOK A VACATION last summer the column 
was kept going through the kindness of guest conductors. 
The scheme must have been a good one, for now I find that 
Howard Connable of the Pittsburgh Press has turned copy- 
cat. 

This is on the authority of Walter McLain, publicist for 
Hupmobile, who advises the conductor that Connable has 
drafted the automobile distributors of his home town to write 
his column for him while he goes fishing. The first to come 
to bat was Harry F. Gleason, Hupmobile distributor in the 
Smoky City. 

“Perhaps Connable got the idea from your stunt of last 
summer of permitting the brains of the industry, the pub- 
licity men, to do the job for you while you were on vacation,” 
| writes McLain. 

WE LIVE AND LEARN, Now I hear the Oldsmobile 
has to be handled with gloves, an operation made necessary 
by the extreme care taken by the company to have every- 
| thing done right, 

The gloves—clean white ones at that—come into the 
operation in the final stages of removing all traces of con- 
' struction activities. After the fenders and other enameled 
parts are thoroughly washed and cleaned, there comes the 
hand rubbing of the metal with alcohol to remove any par- 
ticle of oil or dust that might remain. Then it passes to the 
final wipes, the wearers of the white gloves. 

These are worn to prevent the slightest tinge of per- 
spiration from the wiper’s hands reaching the metal, as the 
‘oil in the perspiration would result in a rust spot forming 
under the metal in a short time. 

ad oe 

CAPT. WILLIAM SPARKS long has been one of the 
prominent citizens of his home town, our near-by neighbor, 
Jackson, where he is president of the Sparks-Withington 
| Company, member of this industry of ours, Having made a 
business success in Jackson, the captain is showing his ap- 
preciation of Jackson’s co-operation by creating the William 
'and Matilda Sparks Foundation, a 465-acre park, completely 
equipped for various kinds of public recreation, the main- 
tenance being assured by a fund provided by the donors. 

In turn, the citizens of the city recently showed their 
‘appreciation in the shape of a banquet and reception under 
the auspices of the Junior Chamber of Commerce. A silver 
plaque was presented to the captain and Mrs. Sparks, and 
Edgar Guest, famous poet and friend of the family, was one 
|of the speakers. 
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| PITTSLEY MOTOR CO. 

IN NEWARK JULY 22-29) NAMED DISTRIBUTOR 
| Newark, N. J., July 12—Months| Des Moines, Ia., July 12.—Pittsley 
of painstaking effort on the part of | Motor Company, 1022 Walnut St., 


boys throughowt New Jersey will be | 7 
reflected in an exhibition scheduled | has been appointed wholesale and 
for July 22 to 29, at the Newark retail distributor for Graham-Paige 


'Technical School. The exhibit will | automobiles in twenty-nine central 


FISHER MODEL EXHIBIT 


be made up entirely of gaily-hued 
little two-foot models of Napoleon’s 
famous royal carriage, stage entries 
in the $75,000 competition of the 
Fisher Body Craftsmen’s Guild. 
While the exhibit is in progress 
each coach will be judged as a basis 
for the twenty New Jersey state 
awards. 





and southern Iowa counties and 
three counties in northern Missouri, 
L. W. Pittsley, head of the company, 
has announced. The Wagner Motor 
Company, Cedar Rapids, which for- 
merly held the district franchigxe, 
will continue as distributor in Cedar 
Rapids and eastern Iewa, 


A 
; 


Re 


This department is devoted to 
sion of the industry. 


your own experiences, successes, fa 
Send in your story in the form of 
let us get it ready for publication. 
may help another salesman to m 
you commissions. 


Dealers read this page. Give 


Salesmen, this is your department. 
Daily News wants you to get something from this department that will 
help you in your work on the firing line. 
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the interests of the retail sales divi- 
Automotive 


It wants you to pass on 
ilures to help your brother salesmen. 
a letter, or even a postal card, and 


ake sales or avoid errors that cost 


us the benefit of your reactions on 


these problems that affect the work of your salesmen, the men on the 
firing line, the men who bring home the bacon or don't. : 


| 
} 
Your achievement or your mistake 


SELLING SERVICETO PROSPECTIVE 
TOURISTS A FERTILE FIELD 
FOR SALESMEN IN 1932 


One of the phenomena ni 


of the decrease in the number 


ited last year was that in spite 
of cars in use in this country, 


more gasoline was used than in 1930, which in retrospect was 


a pretty good sort of a year. 
1931 were not so hot. but sti 


than they had done the vear | 

Business and employment in 1932 
are not so hot. In fact, they are 
much colder than they were in 1931 
yet all agencies tell us that motor 
touring this year will probably ex- 
ceed in volume that of any previous 
year 

This is not quite so strange as it 
may seem. Today it does not cost 
much more to take 
to stay home. People who haven't 
much money. camp or use the inex- 
pensive tourist lodgings that are to 
be found in every town and vil- 
lage, to say nothing of the open 
country. In some sections half the 
farm houses have a few rooms which 
have been fitted up to accommodate 
overnight visitors. 
cans having more or less time on 
their hands are using the oppor- 
tunity to see more of their own 
country. 

And this brings us to an oppor- 
tunity that the year 1932 offers the 
energetic automobile salesman. We 
are presuming that the salesman is 
is allowed to make something for 
himself by selling service to be car- 
ried out in his dealership’s shop. 

Every automobile tour is a pro- 
spective creator of service. No car 
owner likes to take his vehicle out 
on a long trip that will carry him 
through strange territory without 
having it gone over by some one 
whom he can trust. 

Here is the salesman’s chance. It 
is comparatively easy to locate a 
dozen customers who are planning 
trips. Let the salesman go to them 
and explain tactfully that he knows 
they are preparing to take the road 
for a considerable jaunt. He knows 
that they want to obviate the chance 
of mechanical trouble while they 
are in strange territory. They want 
to see that all the safety factors in 
the car are at 100 per cent. effi- 
ciency. They want to be sure that 
no trouble arises that will bring 
them in conflict with the law. 

The alert salesman can sit down 
and make out a list of service op- 
erations to offer a car owner who 
is planning a trip, which will be a 
real service to him. For instance, 
the oil should be checked and the 
car should be completely lubricated, 
unless that operation has recently 
been carried out. The tires should 
be checked to see that there is no 
danger of annoying trouble there. 
The lights should be checked and 
focused so that there will be no 
danger of falling foul of statutes in 
Other states or municipalities. The 
steering should be checked up. Per- 
haps the windshield wiper needs a 
new blade to make it perform its 
safety function to full advantage. Is 
the cooling system functioning prop- 
erly? 
be checked. The battery should be 
filled and it should be ascertained 
if it is at full charge. 

But this is only the beginning. 
When a car owner is starting on a 
long trip, it is extremely probable 
that he will need a few pieees of 
equipment with which he has not 
already provided himself. A _ lug- 
gage carrier is obvious. The engine 
may need new spark plugs or a fan 
belt, or the oil cleaner may need a 
new cartridge.. Suggest that the 
owner check ovér his tool kit and 


the road than | 


A lot of Ameri- | 


The electrical system should | 


Business and employment in 
ll people used their cars more 
vefore, 
essential device 
or mislaid. It 
caught on a 
with a puncture and 
jack has been “bor- 
rowed” by some neighbor or any 
one else. On a long tour in 
weather it is well to make sure that 
the rubber hose connections of the 
engine are not leaking. A set of 
|spare valves for the tubes may save 
a lot of time and annoyance later 
on. And don’t forget that a set of 
chains is a mighty handy thing to 
find under the back seat when you 


some 
lost 
to be 


whether 
has not been 
isn’t funny 
Strange road 
;find that the 


see 


| 
|a rainy spell. 

In a recent bulletin to its dealers 
| the Pure Oil Company suggests the 
} advisability of selling touring serv- 
ice to owners who come into the 
|stations for fuel and lubrication. 
|The suggestions are just as valu- 
|able for salesmen working out of a 
| dealership, who are alert to every 
|}chance to sell service as well as 
;cars. Read them over: 
| “Sit down today and make out a 
|list of accessories and services which 
|/vyou have to offer the motorist who 
}is contemplating a trip. Put them 
| down in order, the more important 
;items first. Learn the list wel] and 
teach it to each of your helpers. 
| When a car drives into your station, 
you will be in a strong position to 
|give him first class service. And 
|when he returns from his trip he 
will return to your station for serv- 
; ice. 
|as satisfying service and products. 
“Watch the news items and per- 
sonal notes in your local newspaper. 
|; You can get plenty of good tips on 
| motorists 
who are contemplating a trip. Every 
| time you see a news item about one 
|of your neighbors who plans to take 
'a trip, make it your business to call 
‘on him. Bring along a few road 
| maps, Start your conversation by 
| telling him you saw in the paper 
|that he was figuring on making a 
trip to such and such a city and 
| that you just stopped in to give him 
the latest road information. 

“He will appreciate this thought- 
fulness and probably will begin 
| talking about the trip. This natur- 
| ally leads up to the point where you 
|can ask, ‘Is your car prepared for 
|this trip? Have you had the oil 
changed and the car lubricated?’ 
| Because you have taken the trouble 
'to hunt him up and inquire about 
|his trip he will most likely give you 
the answer you are looking for— 


| that he will come into your station | 


| for this attention. 


| 


i/ness from him by asking him to 
| Stop in your station to have his tank 
| filled just before he starts out. 
Once he comes in to the station you 
|; may find many other items his car 
| needs. 

“A few of these calls will be of 
} great help to you, for the pleased 
car Owner will undoubtedly tell his 
friends and these rriends may also 
}come to you for service. Make the 
| tourist’s trip successful and the 
(tourist will help you make your 
| business successful.” 





Nothing keeps trade as much | 


living near your station | 


v 
| 


cars running 


hot | 


TELLS SALESMEN 
TO STRESS ECONOMY 


customer of the 
desirability of buying now against 
an inevitable rise in prices is 
stressed in the sales policy of the 
Franklin Motor Car Company of 
Connecticut, 744 Main St., Stamford, 
Conn., according to Percy B. 
man, general manager. 
“Our salesmen are 
press for now, 
first indication of an increase in 
price will bring a rush to get un- 
der the advance,”’ Mr. Gorman said 
‘This is the time to stress economy) 
in talks with customers and 
prospects as they nave been having 
much experience in keeping thei 
for a long period. 

knowledge of local 
condi feel sure that as soon 
as confidence is restored, there will 
be a sharp increase in demand. This 
will naturally result in a price jump 
and we are bending every effort 
to sell that idea to our prospects.” 


JUNIOR SALESMEN 
BRING RESULTS 


“Junior salesmen,” recruited from 
local high schools, have built 
car sales volume for the Fosdick- 
Mills Corporation, Pontiac dealer- 
ship of 206 Whalley Ave. New 


Convincing the 


to 
the 


instructed 


sales because 


sales 


“From our 


ions, we 


; Haven, Conn. 


| 
| 
| 


| 


get off on slippery dirt roads during door-to-door 


| questions were listed. 
| were filled 


| 
| 
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“Even if his car has been thor- | 
oughly gone over in preparation for | 
the trip you can still get some busi- | 





A member of the Fosdick-Mills 
sales force selected six high school 
boys, with the permission of their 
principals, to serve as junior solici- 
tors. The boys were chosen for 
their appearance and manner. 

They were instructed to make a 
canvass of different 
sections of the city, carrying type- 
written cards on which certain 
These cards 
in with name, address, 
make and model of car owned, 
year, and whether owner had any 
intention of getting a new car. 

The idea was carried out in the 
nature of a survey, and all prospects 
were turned over to the senior sales- 
man. The boys were paid $5 a 
week for making the canvass, and 
$5 for each prospect to whom a Sale 
was made. 

The dealership reports that a 
number of cars were sold by means 
of the survey, mostly to persons 
who ordinarily would not have been 
contacted. 


SALESMEN, BEWARE 
THESE 2 PROSPECTS 


Charles Brown, president of the 
Carlisle Keystone Motor Company 
of Carlisle, Pa., writes as follows: 

We are a subscriber of your paper 
and are asking that you do us the 
very great favor of publishing the 
following story, in the hope that it 
might help us get a clue to our car 
and that it might also help other 
dealers to be on the lookout for some 
similar occurrence. 

On Friday night, June 17, while 
making a demonstration to two sup- 


Gor- | 


new | 


8 


Retail Salesmen— [his Is Your Page 


Wins June’s $100 Prize | 


| 


Pontiac Dealer’s ‘Gloom Chasers’ Lead in Their 


— 


Territory by Diligent Search for Buyers of 
Both New and Used Cars 


By LARRY 
Manager I}. B. Hodges Motor Sales Company, Pontiae 
Dealer, Pontiac, Mich. 


Sale 5 


DOW 


Hitting a sales pace equal to some of the best days of a 
few years ago, getting from 40 per cent. to as high as 62 per 
cent. of the price class, maintaining a force of ten new car 


salesmen and seven to look after used car sales, 


all of whom 


are gloom-chasers, and since the first of the year showing 
registrations of better than 40 per cent. of all the cars sold 


in the territory is the record of the FE. 


B. 


Hodges sales or- 


ganization in Pontiac, Mich., dealer in Pontiac automobiles. 


however, is only a part ol 
It must 
Pontiac, Mich., 
truck 


cent 


That, 


the i 


remembered 
the 
working les: 


the 


low 


be 


story. 


“hat with moto 


and plants 
30 


industries at a 


than per of time, and 


other Stage of 


| production, is a condition not en- 


couraging for automobile sales 

Yet the Hodges Motor Sales Com- 
pany, headed by E. B. Hodges, a 
|sales veteran of some years, is hold- 
ing its own against its 1931 record, 
when it set a high mark of getting 
for the entire year 55 per cent. of 
So far since the 
actual registra- 


class 
the 


| the 


| first 


price 


of year, 


{tions of Pontiac cars in the terri- | 


January, 47 
Feb- 
per 


|tory show as follows: 
of all cars registered 
March 


per cent 


| ruary. 41 per cent.; 36 


perry r er cent., and May, | : 
cent.; April, 48 per cent ~’ | buyer in the sane and sensible way. 


even with Ford coming into the pic- | 


ture, “Hodges Gloom Chasers” have 
a mark of just as little over 30 per 
cent. of the cars registered, and 
|what seems even more remarkable 
| under the conditions, used cars have 
| rolled off the used car floor and the 
lots steadily and passed into the 
hands of buyers discovered by the 
Hodges sales crew. 
car stock represents only an aver- 
age thirty-day turnover, all ready 
and in salable condition. 


How it done and what ma@qc 


is 
nomic conditions existing? There 
isn't any magic about it at all. His 
owns words do not indicate any- 
thing which is new. He says it is 
just straight selling with a word of 





a car, whether it is new or used. 
Satisfaction or money back seems 
to be the program based on a dili- 
gent search for business every hour 
of daylight and often far into the 
night. 

Let Hodges tell the story. 
teresting. It shows what 


It's in- 
can 


crew get their heads together and 
make up their minds that somebody 
has to get business. He says: 


“First, we know all about the con- | 


ditions existing here and the rest of 
the territory, but somehow and in 
some way people must have trans- 
portation. We made up a plan and 
then actually worked the plan. The 


Today the used , 


| job 


: j any 
does Hodges use in view of the eco- | : 





be | 
|}done when a man and his sales | 


good will passed on to the buyer of | 





posed prospects, Robert F. Brown,| first thing was to school all the men | 


part owner of the Carlisle Keystone 


Motor Company, was held up, bound “e : 2 | ° ° 
Pp |day. The men were taught that the} A delightful, economical 


and gagged, and, after tying him to 
a fence, the two “prospects” took his 
watch, personal papers and the au- 
tomobile, which was a new 1932 dark 
blue De Soto six, five wire wheel, 
four-door sedan, car No. 5045482, en- 
gine No. SC9195, bearing Pennsylva- 
nia dealer’s license tax X8541 and 
Pennsylvania inspection ticket of 
station No, 2450. 
CAR AND TRUCK SALES 

OFF IN N. C. FOR JUNE 


Raleigh, N. C., July 12.—L. S. Har- 
ris, director of the Motor Vehicle 
Bureau, reports that sales of new 
automobiles amd trucks in North 
Carolina showed a slight decrease 
in number in June from the num- 
ber sold in May, and that the sales 
are considerably below those of 
June, 1931. 

June sales numbered 1,430 auto- 
mobiles and 284 trucks, as compared 
with 1,459 automobiles and 291 
trucks in May, and with 2,336 auto- 
mobiles and 448 trucks in June of 
last year, the figures show. 


jin selling conditions as they are to- 


only way to find out if people want- 
ed to buy cars was to go out and ask 
them if they were going to buy a 
car. 


any one any money. 
bells’ was a part of our daily song. 


Then the next job was to make the | 


prospect want the car. The pros- 
| pect was shown the necessity of the 
new or used car for his particular 
| needs. We demonstrated the 
car to the prospect’s satisfaction and 
got him to show us what his old car 
would do, so that comparative values 
could be set up. All of our men at- 
tend our daily sales conferences. At 
these meetings we exchange sales 
views and experiences and have de- 
| veloped a team-work spirit 
means much to us. Several men 
ES in’ to the troubles of one 
| 


man generally have some way 


which the man with the difficulty | 
the sale. | 
One thing we always insist on, and | 
that is, if we do bump up against a} 


can use in order to get 


deal which looks like a delayed sale 


or one which will not be consummat- | 


They were taught that sitting | 
around the salesroom didn’t make) b#kes Cruise. 


‘Ringing door- | 


new | : 
| dancing gal- 


which | tion in years. 





for some time to come, the sales- 


} 


ed 
man itave 
thought that 
car, but it from 
‘In asking peopl 
the market for a car 
‘d the plan that, regardless of 
displayed by the prospect, 
ve would not waste time with a man 
if he didn't have the money or the 
means of getting money Our inves- 
tigations quickly reveal his purchas- 
ing ability f has cash or credit 
facilities, then we work. If a visi- 
tor comes to our salesroom or the 


the prospect with the 
‘When you 
Hodges.’ 
they were in 
we also adopt- 


the 


do buy a 


interest 


he 


‘used car lots and our investigations 


show he has a job and good pros- 
pects of hanging on to that job, then 
we do some work. If he has no job, 
then no work for us. The main 
thing is to find out if the prospects 
can buy and then do a real selling 
Don't waste time running 
around in circles: just go after the 


“Next we made a canvass of the 
rural districts, hunting up people 
who, because of their location, sim- 
ply had to have an automobile. 
Our own sales figures show that it 
has been a profitable campaign. It 
Shows that with a careful investiga- 
tion and a diligent follow-up on a 
sales lead results can be produced. 
We also stress our ability render 
the best of service. We give that 
the front seat in all our sales 
transactions. We are equipped for 
kind of service, and always 
render it with a smile. The result 
is that we have built up a reputa- 
tion which is translated into ‘See 
Hodges when you want a car,’ 
That's the best advertising a dealer 
can get 

“Repossessions? Oh, yes, we get 
them once in a while. You know 
you can't always hold four aces or 
a full hand in every deal in a poker 
game—but when we have a repos- 
session to make, then we feel we 
have been taught a lesson. It means 
even better and closer investigations 
even though sometimes it is not our 
tault that a man loses what has ap- 
peared to be a real steady job. At 
that, our losses on repossessed cars 
have been very slight because we 
put that car through the recondi- 
tioning mill at once and get it out 
and ready for sale and offer it at 


(Continued on Page 4) 
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vacation ... 
This summer take a Great 


Long days of 
sailing thru 
regionsrich 
in beauty. 
Zestful meals. 


} Restful deck 


ounging. 
Sports and 


ore. Youmeet 
new friends, 
see new lands, 
sail home 
satisfied that 
you've had 
the best vaca- 
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GREAT LAKES TRANSIT CORPORATION 
Frequent Sailings To and From 
Buffalo (Niagara Falls), Cleveland, Detroit, Mackina: 
Island, Sault Ste. Marie, Houghton, Duluth, 
Chicago, Milwaukee 


For full information apply any 
Tourist or Railroad Agent 
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The Spirit of Our People 


|* HIS address accepting the Democratic nomination for 
President of the United States, Franklin D. Roosevelt 
referred feelingly to the spirit in which the American people 
have met the depression which still grips them, Mr. Roose- 
velt remarked that it was a tribute to the sound common 
sense of our people that they had endured unemployment, 
want and hardships of many kinds and had still preserved 
the peace. The tribute is only just. Our people have shown 
admirable restraint in the face of most uncommon suffering. 

But it will be well for legislators and officials of gov- 
ernment in this country to remember carefully that good 


New York city 


350 Hudson St., 
Alexander Johnston, Editor 





nature, common sense and restraint may be pushed too far. | 
. }package drivers from 119, 


Many of our present ills may be traced directly to govern- 
mental extravagance. Each man of us today is working one 
day out of four for the government. That is too high a price 
to pay for the variety of government that we are getting, 
and that applies nationally as well as to state and local 
powers. 

The retrenchment which the present Congress finally 
conceded after being practically coerced into doing so, is 
almost comic in comparison with the need. Every million 
of dollars saved in government expenses is important, but 
only as a link in a chain. To save even $150,000,000 in the 
present state of affairs makes no real impression on the 
actual need. 

A sincere and honest Congress could do much, since 
honest state legislatures and city governments could con- 
tribute enormously to ending the present deadlock. It might 
be a slight incentive to legislators of all varieties to bear 
always in their minds the pleasant thought that patience 
may be pushed too far and that once a people who have held 
themselves under rigid restrain break loose, they are all the 
more unrestrained because of their long continued endurance, 


More or Less Government? 


- A CONSIDERATION of the Swope plan for protecting | —____— 
labor against periods of unemployment, Ex-Governor 
Trumbull of Connecticut, president of the National Elec- 
trical Manufacturers’ Association, brought up a question 
that is of general interest to all industrialists. 

Speaking of the trends in thought that have appeared 
during the depression, he said: “Two fundamental forces 
are at work during the economic recession, One veers toward 
more government; the other toward less. The first would 
shift the burdens of society to the Federal political power, 
with, perhaps, too little regard for limitations. The second 
would adhere to the doctrine of individual self-reliance.” 

That government in this country within recent years 
has tended to assume authority which interfered altogether 
too much with individual initiative and responsibility, there 
is little question. Our Federal government has extended its 
paternalistic fingers into many matters which it had better 
have left to the individual. 

On the other hand, during our period of supernormal 
prosperity, business leaders paid little attention to the en- 
croachments of government. “‘Everything is lovely and the 
goose hangs high,” seemed to be their motto, But when de- 
pression threw thousands of men out of work, these same 
leaders began to show the most lachrymose interest in indi- 
vidual responsibility. They are determined that government 
shall not “interfere” to keep men from starving or suggest 
that laws may be passed to compel industry to take care of 
this problem itself. 

The truth lies between the two schools of thought. Gov- 
ernment should lay down certain regulations tending to pre- 
vent 46F"cure. abuses;. On the other hand, it should meet 
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A. D. N. Offers Dealers $100 for 











Letter 





This Newspaper Will Pay $100 for Best Letter of Month, $5 for Best Letter Each 


Day. 


Read Offer Below 





I 


Daily News is now running. 


T has been decided to broaden a little the rules of the prize contest which Automotive 
Instead of offering prizes for letters from dealers who 


are doing more business than they did last year, we now include all dealers, even though 


they may not be exceeding the profits they earned in 1931. 


Therefore, Automotive Daily News offers a monthly prize of $100 for the best letter 
from any dealer, telling how he has managed to keep his business out of the red this 
year, or giving the most constructive idea on how to increase profits, even though his own 


business may not be exceeding that of 1931. The plan is 


to pass on to other dealers 


methods, systems or ideas that will help them get more out of this reluctant market, 


The editors of Automotive Daily News will be the judges 


prizes will be awarded by them, their judgment being final. 


of which letter is best, and 


Furthermore, Automotive Daily News will publish every day the best letter received 


that day and will pay the dealer writing it $5. 


Get busy, you dealers, and grab yourselves $100 or a consolation $5, by passing on to 
your fellows the recipe that is enabling you to make money in a tough year. 





DRIVER CONTROL PLAN 
FOUND SUCCESSFUL 





To be considered poeerey a plan designed to control 
drivers must be definite and must accomplish a marked in- 
crease in production, an appreciable reduction in package 
cost, an appreciable increase in drivers’ earnings, and an up- 
ward trend in the morale of the men. This is the belief 
of N. M. Mitchell, transportation manager of Ed. Schuster 
& Co., Inc., Milwaukee. ge ia dilan “am ecrumcemmamamama ra tamacee a ale ta 

Mr. Mitchell gives the following |be adapted to other local condi- 
account of the company’s methods: | tions to effect an improvement. 


“We believe that our plan has Mh first step in the design of 
merit, because it has been the in- the plan was to establish a rating 


; {or route factor on each package 
strument for increasing the annual | route dependent on: 
average production of all regular a—Mileage (as recorded by speed. 
in 1927. ometer for a complete trip with a 
to 155 packages per day in 1931; similar load on each route) ; 
for decreasing drivers’ unit wage} %—Road conditions (wide or nar- 
cost from $3.82 in 1927 to $3.13 per |TOW, congested or otherwise, avail- 
100 packages in 1931; for increas- | #le alleys, new territory without 
ing the wage of drivers from $25.50 a streets, surfaced, graveled, 
in 1926 to $29.10 plus 80 cents serv- - ; : 
ice award per week in 1931; for re- ee hing I le homes 
ducing customers’ complaints to a jon tae from the chnaea. single 
reasonable average figure in 1931 of S , 
2.1 per 1,000 packages delivered, anc 


homes near street, duplexes, apart- 

: ; ; ments, business houses, etc.); and 
for increasing the length of service 
of drivers from seven months to a 


g 


e—Class and characteristics of 
customers (homes with servants, of- 


point, even in 1929, where few | fice people who are never home, 
drivers left because of dissatisfac-| thrifty people who always have 
tion. Cc. O. D. money ready, shifty peo- 


“In general, our plan provides for 
automatic increases and decreases 
based on the drivers’ production and 
complaint records. It is a modified 
piece rate plan, which establishes 
the weekly rate of a driver without 
the uncertainty of the amount 
earned and the clerical work in- 
volved in a straight piece rate plan. 
This plan is not recommended for 
adoption by other fleet operations, 
because few systems can be trans- 
planted bodily and made to bring 
the desired results. However, ideas 
can be gleaned from it om it which can 


This Is the Letter That Won 
$100 in June 


100 per cent. organization in service, 
100 per cent. organization in 
Straightforward selling methods 
plus a common-sense follow-up of 
every lead and an understanding 
that high pressure must not be used. 
The buyer must have the lead to- 
day, and so we let him do the 
greater part of the leading. Then 
work with him and get him to ap- 
preciate just what you are aaa 
him. 

“We have maintained our high | 
sales position in the Oakland motor 
car dealer ranks for the past one 
and one-half years simply because 
we have advertised sensibly, sold our 
goods right and worked with every 


ple who want to examine or try on 
merchandise or otherwise delay the 
driver, etc.) 

“These route factors were orig- 
inally established by five of our 
best drivers, who had delivered all 
of our routes at one time or an- 
other, and by four members of the 
delivery department supervisory 
staff. Each one of this committee 
was called in singly to rate the 
routes, using as a base five adja- 
cent routes which were generally 
accepted as being equal and which 
were therefore assigned a route fac- 





(Continued from Page ; 3) 


the bargain price which it repre- 
sents, 

“Ninety day cars? Well, that’s one 
thing every dealer must look out for 
these days. What makes a ninety- 
day car? Well, it becomes a ninety- 
day car simply because in the first 
thirty days of its life in the dealer’s 
stock it was either priced too high 
or was not in shape to sell at the 
price quoted. Almost any article of 
merchandise held in a dealer’s stock 
for thirty days becomes old stock, 
and so we find that in order to move 
used cars they must have an appeal 
for the buyer and not the seller. It 
it looks right and is priced right, | owner in a co-operative manner un- 
somebody has got to buy that car. til each one is ready to say to a 

“With us, our sales efforts andj friend, ‘If you want a good car and 
results have been due to 100 per|a square deal, go to Hodges.’ That's 
cent. organization in the sales force,! the secret of our success.” 


changing conditions, notably in rewriting the archaic anti- 
trust laws. 

The Swope plan, designed to mitigate unemployment 
rigors, has as its purpose the solving of this problem by an 
industry within its own ranks. The National] Electrical Man- 
ufacturers’ Association is trying out this plan, and all indus- 
try may well watch the experiment with interest, «> ' 


tor of 1.00. The nine individual 
ratings were then compiled and a 
combined rating on each route was 
established by discussing in a con- 
ference at which all nine members 
of the committee were present. 
“Instead of carrying a force of 
drivers large enough to deliver the 
normal load on a sale day, our reg- 
ular driver force was reduced to the 
number required for our smallest 
regular days of the week. To carry 
the surplus, which on our large 
semi-annual sales amounts to over 
twenty times a normal day’s load, 
we established two additional 
classes of drivers. The first class, 
‘Peak Load’ drivers, are furnished a 
company car, but are paid at the 
rate of $1.50 per 100 units for their 
labor. They are assigned to trips 
consecutively, so that they know 
when to report for work. The sec- 
ond class, or ‘Own Car’ drivers, 
furnish their own cars and are paid 
$3.00 per 100 units for their cars 
and labor. None of these drivers is 
used until after all company owned 
cars are assigned. They follow the 
advertising to know when to report 
for work. 
| “The final step in the design of 
| the plan was to establish a balance 
wheel for increased production, be- 
cause without it increased produc- 
tion means work done in a 
haphazard fashion to build up @ 
production which would warrant 
wage increase. This took the form 
of an annual service award amount- 
ing to $1 for each satisfactory week 
throughout the year, payable 
| Christmas eve. From the standpoint 
of the driver, the service award 
plan provides an opportunity for ad- 
ditional earnings and savings and 
tends to eliminate hasty decisions 
on his part when loads are heavy. 
“Breaches of satisfactory service 
are defined as follows: (1) discour- 
tesy, (2) untidy appearance, (3) 
wrong delivery, (4) failure to verify 
name, (5) failure to leave ‘Not 
Home’ slip, (6) false report, (7) un- 
authorized absence or absence with 
pay other than on regular vaca- 
tions, (8) continued tardiness, (9) 
unwillingness to co-operate, (10) ac- 
cidents, except when parked, and 
(11) merchandise damaged due to 
carelessness. Driver complaints 
come from the adjustment bureaus, 
customers, garage superintendent, 
delivery department and transporta- 
tion office, and are given to the 
driver in writing. After the driver 
has made his investigation, the de- 
livery superintendent checks the 
report and the decision is made as 
to whether or not it is a justified 
complaint. If there is a disagree- 
ment between the driver and the 
delivery supérintendent, the matter 
is referred to me transportation 





(Continued on Page 5) 


| COMING EVENT COMING EVE NTS j 


ogee cre 
Grand Prix Automobile 


Wales. 


17—Germany. 
Race. 
20-22—Liandrindod, 
Car Show 
OCTOBER 
3- i—Buffaio, N. ¥X. 
Congress. Sponsored by American 
Society for Stee] Treating, with co- 
operation of American Society of 
Mechanica! Engineers, institute of 
Metals and [ron and Steel Divisions 
ot American Institute of Mining 
and Metallurgical Engineers, Ameri- 
can Welding Society. Wire Associa- 


tion. 

8- 7—Washington, D. O. Nationa) Safety 
Council, meeting. 

S- 7~—Buffale, N. ¥. National Metal Exe 
position. 174th Regiment Armory. 

Eisenman, 1016 Euclid Ave.. 

Cleveland, director 

13-22—Lenden, England. QOlyrapis Show. 


Commercia) 


Nationa: Metal 
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FUSION WELDING AS RELATED TO | ' 
STEEL CASTINGS 


By 
Treasurer, 


(THIRD INSTALLMENT) 


R. S. QUINN 
Lebanon Steel Foundry 


REPORT NO. 8: 


TESTS OF CAST STEEL WELDED BY THE ATOMIC-HYDROGEN 
METHOD, 

Eight carbon steel welded bars gave results which, when averaged, 
showed a yield point of 93 per cent. and a tensile strength of 81 per cent. 
of the properties in the unwelded material. The percentages of elonga- 
tion ranged from 8 to 10, and the percentages of reduction of area ranged 
from 19 to 33, in the welded bars. These bars had been normalized at 
1600° F. after welding. 


Twelve medium manganese steel welded bars gave results which, 
when averaged, showed a yield point of 96 per cent. and a tensile strength 
of 88 per cent. of the properties in the unwelded material. The per- 
centages of elongation ranged from 5.5 to 16, and the percentages of 
reduction of area ranged from 16 to 55 in the welded bars. 
had been normalized at 1500° F. after welding. 


REPORT NO. 9 


TENSION TESTS ON WELDED BARS. Normalized 40 minutes at 1650° F. | 


and drawn 1 hour at 1275 
in heat No. 203. 


Chemical composition, heat No. 203: carbon 0.27 per cent., 
0.73 per cent., silicon 0.42 per cent. - 


Tensile Strength, 
Lb. Ber Sq. In 


F., after welding with rod from steel] made 
manganese 


Yield Point, 
Lb. Per Sq. In. 


38,250 
39,000 
39,000 
38,750 


Reduction 
of Area, % 


Elongation 
in 2 In., % 
25.0 
22.7 
21.1 
25.8 


No. 

No. 

No 

No. £ 
61,500 38,750 23.7 

REPORT NO. 10 

1600° F., heated 2 hours 

carbon 0.35 per cent., manganese 

phosphorus 0.333 per cent., sulfur 


TENSION TESTS. 
Chemical composition 
0.69 per cent., 
0.040 per cent 


Normalized at 
heat No. 204: 
silicon 0.347 per cent.., 


Tensile Strength, 
Lb. Per Sq. In. 


Vield Point, 
Lb. Per Sq. In. 


Reduction 
of Area, % 


Elongation 
in 2 In., % 
Unwelded Bars— 
50,250 
48,600 
Average 87, 850 49.425 25.0 
WELDED BARS. Welding rod contained 0.18 per cent. carbon 
cent. manganese, and 0.50 per cent. silicon 


22.0 
28.0 


30.8 
37.3 


34.0 


No. 5: 
No. ! 
No. 
No. 
No. 
No. 
No. 
No. 


70,500 
65,250 
71,200 
73,000 
72,800 
70,750 
72,300 
70.100 


42,850 
41,450 
48,800 
47,150 
49,900 
49,000 
48,900 
47,100 


46, 868 
REPORT NO. 11 


TENSION TESTS 
Chemical composition, heat No. 205: Carbon 0.355 per cent., 
ese 1.40 per cent., silicon 0.47 per cent., 
phur .039 per cent. 
UNWELDED BARS. Normalized at 1650° F. 
twelve hours. 


Tensile Strength, Yield Point, 
Lb. Per Sq. In. Lb. Per Sq. In 


61,150 
58,950 


9.0 
8.0 
9.0 
10.0 
12.0 
8.5 
10.0 
10.0 


9.6 


31.2 
23.4 
26.5 
28.5 
22.3 
32.8 
22.7 
18.8 


25.8 


mangan- 
phosphorous 0.035 per cent., sul- 


and drawn at 500° F. for 


Reduction 
of Area, % 


56.0 

57.3 
Average 60,050 28.0 0 56.6. 

WELDED BARS. Normalized at 1650° F. and drawn at 500° F.. seh 
welding. Normalized at 1525° F., after welding. Welding rod con- 


tained 0.25 per cent. carbon, 1.50 per cent. manganese, 0.40 per cent. 
silicon, and 0.40 per cent. molybdenum. 


Amperes 


Elongation 
in 2In., % 
28.0 
28.0 


No. 
No. 
No. 
No. 
No. 
No. 
No. 
No. 


87,350 
86,000 
86,900 
86,950 
92,250 
91,200 
91,250 
80,250 


59,800 
59,900 
58,950 
57,900 
58,200 
56,950 
61,000 
59,000 


10.5 28.5 
15.9 
30.2 
33.4 
29.8 
27.5 
26.8 

8.5 
25.1 


Average .... 58,962 


To ascertain the influence of a heat treatment on the welded ma- | 


terial which has the effect of “aging” on unwelded steel, four additional 
bars from heat No, 205, welded by the atomic-hydrogen method, with 
rod material of the composition used for bars Nos. 53 to 60, were heated, 
after welding, at 1525° F.. machined, and drawn at 500° F. for twelve 


Tensile Strength, 
Lb. Ter Sq. In. 


Yield Point, 
Lb. Per Sc. In 


56,300 
59,500 
53,250 
50,600 


Elongation Reduction 


in 2In., % 
12.5 
12.5 
12.0 
16.0 


13.3 


No. 
No. 
No. 
No. 


39.7 
35.7 
35.7 
54.7 


54,912 41.4 
REPORT NO. 12 


TENSION TESTS ON WELDED BARS. Annealed at 
welding. 


Chemical composition, heat No. 206: Carbon 0.32.per cert., manganese. 


These bars 


. 1.40 per | 


of Area, % | 


1650° F. after | 


CLEANING MACHINE 


The Kerrick Kleaner, a mechani- 
cally simple, all-purpose cleaning 
machine, in one compact unit, has 
been developed by the Chemical Pro- 
cesses Company. Already in daily 


in a score of diversified in- 
dustries, it has proven its merit in 
the field. New and used car deal- 
ers, fleet owners, municipal officials, 
oil industry heads, operators of serv- 
ice stations, auto laundries, bus 
lines, heavy machinery, dairies and 
bakeries use the device. 

With this machine water 
soap, or other detergent, 
bined in proper proportion and ap- 
plied in a finely atomized spray at 
safe temperatures and’ moderate 
pressures. It is claimed that it does 
not harm the most delicate surface, 
properly applied, yet heavily en- 
crusted road oil, grease, dirt, pro- 
teins and traffic film are quickly 
and thoroughly removed. 


ELECTRIC GLUE HEATER 


The Divine Brothers Company is 
placing on the market an electri- 
cally-operated glue heater which 
has thermostatic control, to main- 
tain the temperature of the glue 
pots within a range of two degrees 
Fahrenheit. 

It is claimed that over 90 per cent. 
| Of the heat generated is absorbed by 
the glue. The time needed for prep- 
aration of the glue is claimed to be 
greatly lessened. After the glue has 
|reached the correct temperature of 
| 135 degrees, the eurrent is automat- 


use 








the temperature drops two Cogress, | 
when it comes on again. 

The bath is a copper tank insu- 
lated by an aluminum top, 
polished to reduce radiation loss. A 
time control may be had if desired | 
which will switch on the electric! 
current at any time demanded. In 
this way the glue may be ready for | 
the opening of the shop in the | 
morning. 


DRIVER CONTROL 
PLAN SUCCESSFUL 


(Cc ontinued from Page 4) 
| superintendent for decision. 
|}complaint is posted against 
| driver’s record until after it 
| been verified and he admits his er- 
| ror by signing the report. 





No 
a 


and 
are com- | 


ically cut off and remains off until | 


highly | 


Lifting and Tiering Truck 


A lifting, tilting, tiering truck is | 


the economical handling of heav 
bales, cases, bundles and crates is a| 


problem. This new tilting lift truck | 
inserts its long steel fingers under | 
any load that has as much 4s 
2 inch under-clearance, tilts it back | 
a maximum of 20 deg., lifts it, car- | 
ries it at one to six miles an hour | 
and tilts it forward 7 deg. to tier it 
safely at a height oo great as 50 
inches. 

The lifting and tilting mechanism 
actuated by hydraulic pressure 





is 


| supplied by an oil pump. Motive 


|offered to those industries in which power consists of a sturdy tractor 
y |type engine, gas-powered for twenty=- 


continuous operation. 
drive and four-wheel 
steer insure maximum flexibility. 
The equipment, which is manufac- 
| tured by the Clark Tructractor Com- 
pany, is designed for rapid and 
|economical tiering of such products 
as tin plate, wall board, waste 
| paper, all baled commodities, heavy 
machinery and crated parts, mis- 
cellaneous freight and cargo. It is 
available in two sizes, two ton and 
three ton. 


hours’ 
|Rear wheel 


four 


New Tube Repair Mandrel 


8 LOLOL ILE IEE 
i fz ‘ 


| 
| 


| 
| 


has | 


“This plan sets a pace for the de- | 


livery superintendent and affords 
a means of currently checking his 
judgment and his activities. The 
wage question has been taken out 
of his hands because removal of it 
results in a better feeling between 
the driver and the delivery super- 
intendent. The driver stands on his 
record in the front office, and the 
delivery superintendent is assisting 
him to increase or to maintain his 
present earnings by loading him 
during the month. It is not difficult 
to keep men on the job these days, 
but conditions were very different 
during 1929. However, during the 
years of 1928 and 1929 we had no 
requests for wage increases from 
drivers operating under this plan.” 


1.25 per cent.., 
phorous 0.32 per cent., 
Tensile Strer 


No. 
No. 
No. 
No. 
No. 


1.24 per cent., 
0.33 per cent. 
UNWELDED BAR. Normalized at 


silicon 0.42 per cent., 


103,000 
WELDED BAR 


76,000 
. 70,250 


73,125 





(To Be 


silicon 0.033 per cent., 
sulphur 0.007 per cent. 
th, 
Lb. Per Sq. In. 


Tensile Strength, 
Lb. Per Sq. In. 


In the new Dill tube repair man- | 


drel, the Dill Manufacturing Com- 


pany has made another contribution | 


to the tire handler’s equipment. This 


all-metal mandrel is made with fold- | 


ing-arm construction. A shove ot 
the hand pushes it down and out of 
the way. 
locking automatically 


rect working position. 
This collapsible feature of the Dill | 
tube repair mandrel] is claimed to be 


molybdenum 0.33 per cent., phos- 


Reduction 
of Area, % 


50.0 
47.7 
41.3 
50.0 
47.0 


Yield Point, 
Lb. Per Sq. In. 


45,000 
45,625 
45,000 
44.125 
45,500 


45,050 


Elongation 
in 2In., % 
23.5 
20.5 
16.5 
21.0 
18.5 


47.2 


20.0 


REPORT NO. 13 
TENSION TESTS 


Chemical composition, heat No. 207; carbon 0.38 per cent., manganese 
chromium 0.74 per cent., 


molybdenum 


1650° F., and drawn at 1275° F. 
Yield Point, Elongation Reduction 
Lb. Per Sq.In. in 2In., % of Area, % 


70,500 21.9 31.1 


Normalized at 1650° F., and drawn at 1275° F., after 
welding with bar cast in heat No. 208 


4.7 
6.3 


5.5 


14.1 
24.8 


18.4 


62,500 
64,000 


63,250 
Continued ) 


And it is easily pulled up, | 
into the cor- 


an important advantage, especially 
for small shops or tire repair de- 
partments where working space is 
| at a premium. It can be mounted 
against the wall or work bench, and, 
| when it is not in use, it is folded 
| down flat, so that it does not inter- 


fere with any of the other shop op- 
| erations. 

The mandrel itself has a smooth, 
| rounded surface, to give the correct 
| contour for tube work. It is large 
enough to handle all sizes of tubes 
| including the largest truck tubes, yet 
|it works equally well on the smallest 
tire sizes. It is an all-metal mandrel, 
designed to stand wo under years of 
hard usage. 


ADISON 


ATLANTIC CITY 


Folks everywhere are tolking 
obout our fine new hotel and 
are coming back to enjoy ow 
hospitality again and oggia 


OUTSIDE ROOMS 
WITH ALL MEALS 
Weekly =6ix times dally rent 
Bathing direct from hetel 
NEW AND FIREPROOF 
———— 

FETTER & HOLLINGER, ING, 
QUGENE C. FETTER, vescgne tree 


Overlooking Boardwalk oad 
Oceen et illiapis Avenve 


SS 
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In this table eight states and the District of Columbia. 


AUBURN GROUP 





Stales < > s 
be 7 ) 
s >, D 
= he 
3 = x 
= Oo Q 
Delaware | 3 3 | 14 13 
Illinois | 217 1 218 | 174 199 
Minnesota | 20 20 | 59 32 
North Dakota =| | 11 4 
South Carolina | 3 1 4 | 8 16 
Utah | 3 3| 2 6 
West Virginia | 17 17} 41 29 
Wisconsin | 52 52 | 67 61 


“1 


Dist. of Columbia | —_ 
Line Total 392 2 | 103 
Group Total | 3 


Delaware, 1951 


West Virginia, ‘31 
Wisconsin, 1931 
Dist. of Col., 1931] } 


Line Total, ‘31 | 194 29 
ae al cacenaceeeeeaanenasna 


| 
Illinois, 1931 | 61 l 182 | 41K 191 
Minnesota, 1951 | $ 4 | liz 47 
N. Dakota, 1951 | 0 | 19 ] 
So. Carolina, 1951 | 14 14] } 22 
Utah, 1931 | 11 11] 10 
1 | 28 | 84 29 

| | 





Group Total, 31} 523 | 
*Not in production 


CUMULATIVE NEW PASSENGER CAR 


_CHRYSLER GROUP _ 


Plymouth 


4 40 
175 1036 
38 401 
= 61 
10 50 
11 27 
92 183 
69 412 
= 





6 6 
36 145 
895 155 
22 32 
32 24 
27 ; 
83 84 
124 97 


67 30 





CUMULATIVE 


Returns for today: Delaware, Minnesota, North Dakota, South 












FORD GROUP GENERAL MOTORS GROUP 
—_—— — ee Se = P —_ | " > — — — 
| - & 2. | 

3 | »|2i]/f/3s}éetd2l ss 

& i937 2 ta 3/28| #3 

= oO o -- ° * | - 
71 | 186 186 | 22 3 140 l 3 33 202 
1584 | 2456 21 2477 220 40 1621 33 132 232 2278 
530 | 149] 6 1497 | 56 4 1113 6 62 126 1367 
88 | 242 242 | 12 267 + 28 311 
84 | 363 363 | 21 240 l 4 19 285 
46 | 158 158 | 10 109 ] 7 14 141 
305 | 528 2 530 | 37 447 3 15 51 553 
609 | 1211 6 1217 | 118 14 919 6 38 132; 122 
8 699 | 67 13 519 3 21 80 703 


7067 


35 | 162 1 163 | 47 4 200 2 16 35 304 
1120 | 342k 33 3462 | 388 97 2979 68 561 659 4752 
399 | 923 3. ©926| 97 ®©«6 1651 8 99 4.236 ° ©#® . 2097 
74 | 271, ~2«12~*«STQ2zY 260 °2~C~* 349°°—~=“‘ézd!”®~«idté‘<i«~CKS*~<“‘«t;‘;™SC«S SO 
i200; «537 (Cd 538 | 0) )6©60CO«sad (ssti‘i‘éwTOTC“C;Cté‘CS ¢ Tt 
49 | 213 213 | 20 5 278 1 13 22 339 
280 | 608 5 613{ 43 ~—té«<CS 6866 4 40 122 © 901 
408] «885 4 ~—«-889] 175 +13, 1278 12 103 258 ~=—Sti‘<‘«‘«éiNx BD 
203 935 6 41 124 ~—Ss«<LD 8B me 66 125 ~~ ~*iLAT7L 


8924 111 924 1538 





144 
2688 | 12608 


NEW PASSENGER CAR 


Figures in this table are from R. L. Polk & Co. of Detroit, with the exception of Ill inois, which are supplied by the Robinson Advertising Service, Springfield, IL, and 


New York city, are included in the New York state total. 


In this table, 47 states and the District of Columbia 


_ AUBURN GROUP 






























































CHRYSLER GROUP 















Some of this data has been published previously, but it is given here complete for the convenience of 


Returns for today: 


_FORD GROUP _ GENERAL MOTORS GROUP _ 

































































































































































































- ay | i | . | 2 
| | ¢ : 3/2/42] 72/] 3 

| an = 3 os = = 8 3 & 

' s : z | Piei@raty 3 

| é | & z | 4 | 2/s|é|{s{s/é]|{ & 
Alabama { 7 5} 19} 6 10 76, 111| 218 | 218 | 28 2 345 1 3 19 398 
Arizona | 1 1} 7 25 11 41 84 | 41| | 41} 17 1 123 2 10) 6 159 
Arkansas —=s*«| 2 | 2| 5 ci 18, SB 62) _—«a2 | 142| 5) 1j__181| i iii 199 
California | 74 5 79 | 196 267 182 710 1355] —:1062| 36 1098 | 289 47, ‘1564 36 104| 190 2230 
Colorado —~—~S 3 sf 24 10 28, ~—=«187| 249, «i168 1 164, ——«T 3 408 30C«saYCt‘(éCSC.} 537 
Connecticut | +10} | 10] 41 65 55 356 517] 334 | 6| 340] —«146 18) ~«+577 11] 54). 151) 957 
Delaware ce ij ou 7 2° ~SCé«B 52] 87) 1 88} +20 5| 145) 3| 15| 19| 207 
Florida | 4 1 5). ~—«2iy 11 10) —«1:42 184 | 157| 2} 159] _—-23 3) «349 3 "5 43} 426 
Idaho — a 3 1 4 8) 7 ii; _—=«83 ‘56, “| 48) si | 137 “| 2 10 160 
Illinois | 62| 65] _181| —-248 230, +1158 1817| __—*:1150; S29), 1179 | 302 51| 2267 ai; 875] = 9] 3327 
Indiana | 24 4 26; 79 175 91; «483 828] —«338) 4) 342 | 102) 10; 1000 5 1 Ce 
Iowa } ow 5; 43) 23; —«6|S TD 404 | 539/ 1| 540 | 77 1] 1029 6 53, —«126; 1292 
Kansas { iq 15] 35) 59 61; _—2i4 369|—«268) I 269| = iy, sid 24)" __-:150| 1376 
Kentucky | 2 ] 41 56 —S«i188 328 | 423 | 4 427 | 46 | 6ag)——iz 13 50 737 
Louisiana | 1 1 2| il il; 24 80 126 | 203 | 2| 205 | 21 6| 356 2 a - 427 
Maine a 4, 13 26 ——«5 | 212, —«245) 2 247, -s«),ssi“(‘<éié!*~*«dKY:CO*;*~*‘«S4| 35| 120 716 
Maryland — ; tay 14,43) 53) —=«38|—S—«8 | 366 | 300 1| 301 | 67 7] (955 3) —=O23|—«iO 1160 
Massachusetis | 27 | 27| 131) 83| 137| 862 1213|_—~:1917| 19) 1936 | 368) 27; _—:1931 25| 208; 449 3008 
Michigan si 10 10} +136, +202) +150) +1030) 1518] 3416 29) 3444, —«2:12) 31, 2178) 24 213] 370) 3028 
Minnesota _ | 10) . C) 63, 546 ‘749, 683 6 689} —‘:105) 4) +1404) 9| 91; 245) 1861 
Mississippi. | ] | 5 3 8 23 39 | 156 1) 157 | 15) 340 ! 3 15 373 
Missouri | 58) | so} 53) 106, 93, «487; —~=*<“‘<«zXT TCM \9| 643/ —«:116/ 19j__—:1365,—<“‘«C 84, 175] 1767 
Montana 1 2 Co ae 12 14) 12 43 | 81] -83/ 4] 23 2 202] ij 37] si 
Nebraska 7 2 1 5} 13)" 5) 40 110) 168 | 315] 1| 316 | Ss. a 23) 
Nevada sd 1 | 1} 3 1| 4 12; 20 | 4) 1| 5| 12} 1 31) 4) 48 
New Hampshire | ay | | 14 #418  °&«9} 146 187, +222)~2~C*«“‘“;*‘“‘(‘ a, —~Ct«<“‘i‘ 262; ~~—COS 21 60) 391 
New Jersey | 24) 3 27) 157; 146" 121795, 1219] 619) 17| 636| 347, ~<48/ ~+«i11i;_——<20)—=S—i«C08] 885 
New Mexico ee ee ee a 6 —SCt*C«WCG 29; «88 ] 38| 14, —tst«éD 94 1) YT ©6«—6l 117 
New York — | 135 . 144] «612 530 448, 3200, 4790| 2551/88) 2639] —:1423 210° —«5790 71 637; «943 | 9074 
North Carolina | 6{ 38 18, 38 ‘131i 225) 461, ~«OS|~SCt=C“‘ RK YSCO!CCSC~*~*~«~YSC“‘iaz CCC‘ SC“‘CS;C#C#@OOD 
North Dakota | __i x 1] 3 5 12; 44 64) «16:1 2| 163 | 16| | __—-258 . 14| 21 309 
Ohio | 472 49 | 175) 279, 197) 1303) 1954) 1642) 22) +1664{ 234) —«<31|_~—=S=«2353j sia) 419 3238 
Oklahoma _ - 6; etiC<“<‘C ST:S:*:*~‘t‘«CT 177 313, +«362;~C:*«“‘ !”!”!”!”S”SC AY CI 4 952 2 ~=6©14~—S—«*D1021 1125 
Oregons a —— 19 ~«T721 127). —~=C«<“C(Cs:‘X zYS!”!”!”!”!”*C~«YC 2; —S«246 1 13} 25) 315 
Pennsylvania ( 58 2 60; 405 342) 336, 1943; 3026) 129° ~~ 37 1166] 590 43; 3503 39}. +317; +691 5183 
Rhode Island | 4) | 4) 29 «32; #&«+28 169 258 | 171; +‘o| 176] 40) 4{ 290 5) +14 64| _ 417 
Seuth Carolina | 1| ee. oa oe 16, ~—S«4B 79] —«*:122) T wa a «0 | 8, —sa2 375 
South Dakota | 2| 7, wa gf i "7 « | ww on. ft 215 2 25) 23 283 
Tennessee | 5 | 2a 16) 33 153 225) ~—«-25i1| 1 252 | 28) 2 511 4 11 31 587 
Sexas a 17 ! 17, —s«8)tt~*«é«SL 81 239, + +466f #923;  #«+$8 931) 167 14/2230 13 34 143} 2601 
Utah ae 1! | TI | 6 1l 32 49 | 69 Pe i et et — ~~ 44] 153 
Vermont aie 4 | 6] i3 10; 16) 107, 146, ~—=O«4s—(i‘C*d 1i4f 46 +8; 214 #42 1043 — war 
Virsinia | | 8] 33 41; 33] 137 244, —=«306) 3}. 3soo| 48 8 1033] 2) 12} 95! 1198 
Washington =| 3} | 3, +46 43} 35, ~«183 307}. +219, ~2~C*<Cié‘ |:*‘SUW*C*C2CMOY:O!OUC€;«&SG!TSCSCSCI 353| 4 34/ 45) 491 
West Virginia | 5} 7 a a 28,149, ~«224]~S~=«id | SS~*~sYsC‘“‘;*‘*ULSOY 27| 4; 428 2) 15) 75) 551 
Wisconsin ; 19} ~—s89|—Stt«“<i«iC 78 «417 650 | 332) 3} +335 +~=«149 li) 1062 5, 79] ‘187 1493 
Wyoming tt ; me oe a 2 3°. 35 “_—  -u..6hshC chCUhUhhtltC lOO. CS 66) : 3) “3 85 
Dist. of Columbia nt 35, “| 255] 258) —~<5|StCS~< SS SS~—~S~“~sSYSC‘(‘C‘‘CSSCOC!#”#~;<€Tf];~!~é; | €!C~«e|~Sti“<C;*é‘«S 

Line Total 3096, 3239 = 3102) «17187 23198 364 5735 658| 42878 394; 3098, 6468 

‘voup Total = | | 737 | l 26624 | ] 23562 | l 59231 
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REGISTRATION STATISTICS, JUNE, 1932 | 


Carolina, Utah, West Virginia, Wisconsin and District of Columbia 









































_ HUDSON GROUP | STUDEBAKER GROUP | WILLYS-OV’R’D GR’P NON-AFFILIATED MANUFACTURERS 
| & | 7 | oe fe ee ae i 
| rE a. cla) gi aial-t4 a, | fa 
Pie] 21 eela]il| 2 | geldel 213128 | #18 l¢12].| 8 
i |: < a*) 2 7 = eo) es) € Aj e) 6| « | Zz < EE ke 






















| Delaware | 6 3 9| 11 5 16 | 2 2| l 
Hlinois — | _132 40 172 | 24, —«102|_—S «171 297] 99, 16 115, ~—~*77|  _ a a. ee ee 
Minnesota _ | 36 23 59 | | 51 28) 79, 39 +. 414° See eee ok ae oe 12 3,676 
ep aes enptinsn hnmgsheinseis shets—an enna ssc 
| 5 






Utah | | 

West Virginia =| 24) 12), 36 | 31; 1 . a ee a oe 1,586 

Wisconsin” ——s|~SSiS4| SiC‘ CCRC) SSS*C«*dCASSYSSC«éOS|SC~C*‘iT|~SC*=“‘aCOYYC]CCSYT:C(s‘éO#A;:SO™F€OCS]~SCC‘S;<C(“‘éMODCC‘iHSC TT 

Dist. of Columbia ~ ga 4 me te Ge | ne Be he ee oe | ee i nl, 
Line Total 5 : 20,771 

























Group Total | 437 | 660 | 354 | | 
Delaware, 1931 | 10 5 15 | 2 7 9| 4 2 6} 1 2 i 11 6 7| 565 
Hlinois, 1931 | 229 88 317] 26 303 329| 214 34, ~«#2248) «+35; #20]. 147) 115) 8 192 ~~ 130 22, «62 11,241 
Minnesota, 1931 | 85,39) 124 | 4 | 64, * ~=CiB]SsiKS CD 157 | 10) [oy 37 Sis} itiSCS 3,998 
N. Dakota, 1931 | 12 9 21| ] 9. 9} 36 5 41 | 2 7 3 1 13 3 8| 889 
So. Carolina, 1931} 20|. +14, ° ®#&©594) | | 10) oj 7  °&2,,| yy | | VY 10 =. 3 2 2) ~+«+2~,812 
Utah, 1931 | 27 10 37). | | MW ily my Y wy two } 10 | i wm 2 Bn 720 
West Virginia, °31 | 41 20 61; | | 4  .°. «44#o| on 3 ° °&«4,»993; °&2,,.g #1 633 14 1 23 8 11,6120 
Wisconsin, 1931 | 107/36, 1438] 02, 00517) 12,85) 37,25, i149 2422 | 3,906 
Dist. of Col., 1931 3 7 2 11] 2,683 
27 7 3 





Line Total, ’31 





_Group Total, 31] | | 807 | | 665 | | | 727 | Bok oe , See: es ts a 








REGISTRATION STATISTICS, MAY, 1932 


New Jersey, which are furnished by the New Jersey Motor List Co., New Car Division, Trenton, N. J. Metropolitan district figures, compiled by Sherlock & Arnold, 
our subscribers. Readers desiring county, city, or town lists, or lists of owners in any given section may obtain these by addressing any of these three companies 






Mississippi 












































































































































HUDSON GROUP STUDEBAKER GROUP | WILLYS-OV’R’D GR’P NON-AFFILIATED MANUFACTURERS 
| : 7 re ],) |el Jal sue 
States | « ~* o 3 71.3 i+ &£ i] g Ss i 8 i | Ba Total 
» | § s 890 § © a4 Be | Fe 2 fs “ | § Ef} 8i.f gs | 23 
% cs $8 & 3 3 § =seiss $ r 5 = 2 | se | @ | 2 | S§ 
z | = ° 2a 6 $ 3 6 |e S © £ | & 5 & | s | # | 8 | 8s 
a = - a, Ps D = ein | = a uw | © | & | @ A | & “is 
Alabama | 2| 4 6} 1| 4 3| 13} 13) 3| 16 | l | T 5 7 4 4 | 790 
Arizona ee ee ee 
Arkansas {| 3 ee Ce Se «SS WE ee ee see eee ee ae ee ee ee oe _ 428 
| California | 67 46| 113] 12] 216) _——222| 450} 70 22 92] 35 104, 473i) si) 5,928 
Colorado | 27 8| 35 | 4 25 20 49]. «+17 1 18 | SS 8) jC ss CUSSSSC«YCSC*SC*~C*«dCSOS 
Connecticut {55 i4 69 | 5 46 61 112 37 5 42 | 4 35 12| 2 54 43 16, lj 2,214 
Delaware sf ae | 9} 7; _:10 17| _ 7: it \. ss oa }j} Gg ~ 6, 397 
Florida — | im ia so;  « im io wy 6 |} °° yy  y 7 ij 5 1 9 8 BT 944 
Idaho | 3} 8 6| A aS 4) 9 | 5 1| 7 ee Mn a. ee —_ 2} 310 
Illinois | _133/ 73| 206 | 35, 132| 205 372| 169 22 191 14 8 109 87 5 181 83 29| 28 | 7,701 
Indiana | 79| 44) 123) 3) +81; +70; + #+(+4d54; 58 3; 6ij S| Sti HC SCC CHC] 086 
lowa ; dl 32 83 | i 52 34 87|—~«73 4 77 | 7 17 15 2 27 13 6 4] 2,579 
Kansas | ‘54 34 88, 3| +36~C«éC “‘“‘“‘C;C‘T3YSO~#~=*CGY”™~CO!™~*‘«*ST7| 6| | 2 wa i 2 3 6 2 3f 253 
Kentucky | 22 3} 25 | 1 35 20 56 | 36 6 42 3 1! 4 1] 3 16 6 4 5 1,670 
Louisiana | 2 6 |.)CU”tC~<‘ SCat“‘iSYSCO!™C;C;~«éNT:Ct:‘ R i.6hUmhhlhmhmhCUChmhCOUCcVTLTL..CUCQLCY Ca ~ ae ~ 856 
Maine | 69 22 91] 55 25 80, 2i! 6 27 | 7 vv wo ff i 3 BW YT | 1,451 
Maryland | 44| 14 58 | 2) 44 26| 72] 28| 6| 34 | 16 15 35 20 ii 15] 2,116 
Massachusetts | 255 71 326) 24) +128 144, +2967 93; 20; ~~ 113} _. =. 66, 68 ii) 228 °&«81' 26; I9| 7432 
Michigan | 178 ~~ 84 262) (11) +128) +85, + #+(+224) 88 6 94 | 13, 3; so 44, #«©'1) 64 39 43; 6f 8,875 
Minnesota ; si| 41 92]. 1) 64] + <SO|. 115] 79 8| 87 | | 2 28 28, Oo) SiC 35 12 4|s—=‘ak 
Mississippi = = | 1, 2 a. ee ee ee a Ee |... 2 ff 3| "13 1 ome ~~ 608 
Missouri | 41 10| 51] 7 41) 44, 92) 64 + #«+(‘Ji) 76{ 2 a a a <a i140 ~=5|~S=«S« BD 
Montana | Ss hae TL, hr Le ch e.h|hCUrc le | ~~ wg oF gf oO ~.. oe 
Nebraska ; nu ”6 6S, hoe tC, che.” Ummm lCmh eC 1 15 5 al rs. 1,339 
| ee ee eee | 2 — ae) | a Se 93 
New Hampshire | 26) 12) s.:.mCmCTT.:CTehCUc!”!”™CUaettC.hCUmr.:C 1 3 7 7, | oO gg gf 978 
New Jersey | isi] 62 183| 39; 162; 150, | 350{ 95; 20;  ii4| 3| a 7; 164 ——« 22 ij 5,722 
New Mexico  o  ' eee | Gee eee ee ee ee ieee | q |: <2 | ee. ae 
New York | 448, ~=—214 662| 88 +296, 639| 1023] 447, +91) + ‘538] ‘10 4i; 209 223 24° «#579 ~=«309~S=«N: 50] 20,424 
North Carolina | 18,12). ~~ ~<30f.. ~~ ~|.~~+213)~#=211)~SC=C=‘“‘z YCYS:*~“«*‘iY*C“<i<‘COéSSCd | vy Fy YF @ 5 2 i2f 1,459 
| North Dakota | 8| 4| — | = -_-- 1; sf ] 3 a 7 ~ ae ee 
Ohio | 198, +64 262{_ 12, 154) 134  300{ 196 26, = 222| 9 10) 84 “64 97151; S75 —S838]S—i«dS «iBT 
Oklahoma — Rt Re ces a a es ok ee ee | ee ee eee ee oe 15 i821 
Oregon — } ‘ill 4 20 | | 18 —«18| 36). = 2| “9 | 7 a ee ee ee ee ee 
Pennsylvania | (222) —~*103) 325,14, +196 236 446) 373, 45 418 | 11 22; 117) ~«02}—=St—=<—i«éYCSCtC«C«BSCsAO} BCS 11,419 
Rhode Island | 29, 5) 34f 3s| 20, 14 46] +220; ~~ 3) ia 4| iW iw + a 9 a 1026 
South Carolina | qj; | wm q «157 10 an ‘| ] ( De eo Oe oe — ok 
South Dakota | 6| 2 sy. | im is) s2f 13, 2 15] 4) | 1 2 ee 536 
Tennessee | 12, ~ ~6). ~~ +16| °° #4) ~2#22l) 16)~C~S~SCz*YS(“‘ |)~C~CC~C~C~C~C~C«*dYtC‘Ci WT. @ 17) sd 1,199 ‘ 
Texas ; 2) oo} oa)  5| 72) 937 114, so] 6f 45] 3 4) 33, —«id 32; —«d18 6-2] —«4,318 
Utah — ; 8 5| 13] | 3 | a | 3 | 3 | | a A ae a. -. - 2 4 321 
Vermont | 27| 6| 33] lj 26| 6 33] «40; | 40 | | Dg a oe 22 15 , se ae 
Virginia } 40) 12| 52] 1| 21; «13  35[ 36 3} 39} | rm a a ee ee ee ee ee 
Washington ; 12) +17 29 | | 40; ~—~«28| 68| 12) 2| 14| . ee ee ee ee eee 
West Virginia} 35, =a 46 | 1| 31 12) 44] ‘S| 5 56] a ae ee Bee ee Se ee ee ee 
Wisconsin f 72) 9), 101 | 4| 56) ‘66 126| 104 10 114 | 13) y45)—Ss—=iYSSS S| 18) 3,203 
Wyoming 9| 9} ij 2 3] 6; 2i "| 2| + ees eee ee oe a 
Dist. of Columbia ‘| 6).S~CST 5) 13) 48, ~~+<66i_~—iio|~-S—=i, | = 



















2583! 1126! e 
| 3709 | | | | 5358 | | 2915 | 143} 148] 1285} 1073 105 2800 1275 488 370] 129 823 


Line Total 








SOMETIMES it costs money to cut expenses. Wisdom 
in the spending of money for sales effort dictates that every 
dollar spent return a profit. Every advertisement you run MUST 
be seen no matter what its size. If you reduce your advertising 
space or the number of insertions to “save money” you may, by 
that very move, increase your expense. The small ads. may not 
be seen or the frequency insufficient to make any impression on 
the readers. 


In Automotive Daily News ALL ads. are visible regardless of 
size. A reduced advertising appropriation if used in Automotive 
Daily News will buy a sensible frequency. The paper is read by 
an average of over six readers per copy. It is the leading news 
vehicle in the industry and has a reader interest excelling that 
of any news medium. 


Keep your name and your sales story before the industry in the 
industry's most economical medium. 


ight 200 Trush tome Automotive Daily News 


truck and bus fields in the issue that will give 
every one first registration figures to be pub- H. A. TARANTOUS, Bus, Mgr., 350 HUDSON STREET, N. Y C 


lished anywhere. Fleet owner stories and DETROIT OFFICE: Geo. M. Slocum, Manager 
Fisher Building, Detroit, Mich. 


. WESTERN OFFICE: Willard R. Cotton, Manager 
Forms close July 27th, at 5 p. m. 333 No, Michigan Ave., Chicago, Ill. 


stories for the truck dealer. 





